Corporate social responsibility (CSR) has become the focus of the company's daily operations and strategic choices. At present, the supply risk events caused by the CSR violations of service providers in the service supply chain are frequent, which highlight the importance of formulating appropriate contracts to constrain the CSR level of providers. In the context of asymmetric CSR cost information, this paper analyzes the optimal contract parameters of integrators when providing screening contracts or pooling contracts and compares their impact on profits and the CSR level. The information asymmetry belongs to classic principal-agent problem, and we will use the revelation principle to design the contracts and solve this problem. The results that different contracts have different effects on the CSR level of different types of providers. A low-cost provider's CSR level is the highest when a screening contract is provided, while a high-cost provider's CSR level reaches the peak under a pooling contract. If pursuing profit maximization, the integrator should choose to provide a screening contract. When the integrator needs to ensure a higher average level of social responsibility, a pooling contract should be chosen. The findings also show that service cost is an important factor affecting the CSR level of the provider, and only when the providers' service cost is low, will providers actively fulfill their social responsibility.
Introduction
Nowadays, sustainable supply chain management is highly valued by practitioners and researchers. As an impartible part of sustainability, corporate social responsibility is an important aspect to conduct sustainable supply chain management [1, 2] . Corporate social responsibility (CSR) describes the obligations of companies to the stakeholders that are outside the company's shareholders [1] . Companies that conduct CSR activities aim at not only maximizing profits but also at enhancing the long-time well-being of society and the environment. CSR has become an integral part of the daily business operation and strategic planning of corporations [2, 3] . In the daily operations of companies, enhancing the company's own CSR is not the most difficult problem; the need for companies to strengthen their suppliers' CSR has become an overriding concern. At present, the issue of supplier CSR has received extensive attention in the service industry. Take the logistics service supply chain as an example. In May 2018, STO Express, one of the biggest express companies in China, was faced with scrutiny because its sorting service provider in Xizhimen, Beijing was accused of "violent sorting" and many parcels were broken. This scandal brought severe negative impacts to STO Express and greatly damaged the corporate image of STO Express among customers [4] . In contracts and choose the appropriate contract to meet the requirements of profit and CSR in different situations is the main practical motivation of this paper.
A few researchers in the supply chain management area have studied CSR in theory [12, 14] , and most of the research in this field is focused on using empirical methods to test the impact of CSR activities on business or social performance [15] [16] [17] [18] or building a model to coordinate the supply chain by using a contract considering CSR [19] [20] [21] . There are fewer studies considering the contract design in the case of asymmetric CSR cost information, and only a few scholars have studied the problem. For example, Ma et al. [12] established a two-stage supply chain with asymmetric CSR cost information and found that information asymmetry under the traditional wholesale price contract will bring losses to the retailer, but the manufacturer will benefit, and further proposed a two-part tariff contract to achieve supply chain coordination. However, to our best knowledge, there is no research to discuss the impact of the pooling contract and screening contract on the provider's CSR under provider CSR cost information asymmetry, and how to choose the contracts to maximize integrators' utility when faced different providers, although these two types of contracts are very common in practice.
Based on the abovementioned practical background and theoretical research gap, this paper mainly studies the following issues:
(1) Under the screening contract and the pooling contract, how do integrators formulate their optimal contract parameters to maximize their profits? (2) What are the impacts of different contractual models on the provider's CSR and the profits of both parties? (3) How do integrators choose the right contract based on the needs of the company? And, under information asymmetry, what is the information rent that the integrator needs to pay under the two contracts?
In this paper, we consider a two-stage service supply chain in which the provider's CSR cost information is unknown to the integrator. Through analysis, this paper mainly obtains the following conclusions. First, the provider's CSR is closely related to its service cost. When the provider's service cost is high, the provider will refuse to fulfill their social responsibility or even harm the interests of stakeholders to protect the survival of the companies. At the same time, its CSR is also related to the cost of fulfilling social responsibility. When the cost of raising the level of CSR is small, the increase in demand due to its socially responsible behavior can completely compensate for the increase in cost. Therefore, there will be an optimal CSR level of the provider. Second, the conclusions of this paper also show that screening contract and pooling contract have different effects on the level of social responsibility of different types of providers. For low-cost types of providers, when the integrator provides a screening contract, the CSR level required is significantly higher than that required when the integrator provides the pooling contract. Conversely, for high-cost types of providers, the CSR level is minimal when integrators provide screening contracts. Finally, the paper also provides theoretical guidance for the integrators' contract selection. When providing a screening contract, the information rent paid by the integrator is always lower than the information rent when a pooling contract is provided. And when an integrator is profit-oriented and pursues profit maximization, he should choose to provide a screening contract. When the integrator needs to ensure the high average level of two types of providers, the pooling contract should be chosen.
Overall, this paper has important contributions to both practice and theoretical research. Practically, we study the CSR level of the provider and the contract selection problem of the integrator in the service supply chain under information asymmetry and to provide guidance for managers. Specifically, when profit-oriented, integrators should choose to provide screening contracts, and when pursuing higher average levels of the provider's CSR, integrators should choose to provide pooling contracts. Theoretically, different from the existing CSR and information asymmetry related literatures that are based on the manufacturing supply chain [12] , this paper first explores the provider CSR problem under information asymmetry in a service supply chain. Moreover, most of the current modeling articles on CSR are based on the perspective of supply chain coordination [21, 22] , and this Sustainability 2019, 11, 1408 4 of 24 paper deals with the integrator's contracting problem from a new perspective of screening contracts and mixed contracts. In conclusion, this paper enriches the research on CSR in the supply chain management field.
The rest of the paper is organized as follows: Section 2 discusses the related literature. In Section 3, we present the problem description and model assumptions and develop three models: the benchmark model, screening contract model and pooling contract model. Section 4 discusses the information rent, CSR level of providers and profits under three scenarios. Section 5 uses data from the company, SND Logistics, to provide a numerical example. Section 6 presents managerial insights and concluding remarks.
Literature Review
Our work is primarily connected to two domains in the existing literature, which are as follows: (i) CSR in supply chain management and (ii) cost information asymmetry.
CSR in Supply Chain Management
Corporate social responsibility (CSR) has increasingly become an integral part of the daily business operation and long-term strategic planning of corporations [3] . There are two main motives for companies to actively fulfill their CSR. One is to meet the needs of stakeholders, and the other is to improve their competitiveness and avoid supply risks [23, 24] . In the field of supply chain management, the research on CSR is mainly divided into two categories. One is to analyze the impacts of the supply chain members' CSR on economic performance or social performance through empirical research. For example, Li et al. [25] proposed a consumer-oriented approach to identify CSR differentiation by using the best-worst scaling approach, and found it is profitable for companies to adopt CSR differentiation strategy. Wang and Chen [17] examined how the U.S. capital market perceives CSR and found that CSR policies not only enhance a company's reputation but also lead to good financial performance. Similarly, Chen et al. [18] found that companies that are required to report CSR mandatorily experienced a decrease in profitability, but it could generate positive externalities in China. In addition, Subramanian and Gunasekaran [15] , Crifo et al. [16] and Khan et al. [26] also conducted similar studies. The other research stream involves designing a contract to coordinate the CSR supply chain by constructing models and using analytical methods, such as game theory. For example, Ni et al. [19] established a two-stage supply chain, and all the supply chain members are required to bear CSR costs. Based on this assumption, the interactions between the supply chain members in the context of the game theory was discussed. Hsueh [10] and Panda [27] designed a revenue sharing contract to coordinate the CSR supply chain. Similar studies can also be found in Chen and Slotnick [22] and Wu et al. [21] .
So far, most of the research on CSR is based on empirical methods, and there are few studies focused on modeling. There is still a huge gap in the study which analyzes the impact of different types of contracts on CSR under information asymmetry in modeling.
Cost Information Asymmetry
Cost information asymmetry means that the information of the company's cost of production, sales, service, etc., is the private information of the companies, and other supply chain members cannot know the information when making decisions. The issue of cost information asymmetry was explored by scholars as early as the 1980s [28, 29] . In the past decade, there also have been many articles on the study of cost information asymmetry.
The purpose of cost information asymmetry research is to analyze the influence of asymmetric information on supply chain member decision-making and to realize the optimization of the supply chain by designing contracts for information disclosure. This contract is called the reveal mechanism [30] . Cost information asymmetry is applied in the study of various issues. For example, Mukhopadhyay et al. [31] compared supply chain channel coordination in the case of information symmetry and information asymmetry, and then further studied the optimal contract design of mixed channels in the context of information asymmetry [32] . A similar study is also available from Yao et al. [33] . Other scholars have considered the impact of cost information asymmetry on supply chain procurement [34] . In recent research, scholars have introduced more factors, such as Xu et al. [35] , adding time-sensitive consumers in the context of information asymmetry. Xiao and Qi [36] explored the problem of cost information asymmetry in the context where demand was affected by price, delivery time and reliability. Among them, the most similar one to this paper is the study of Ma et al. [12] , which studied the contract design problem when the supply chain supplier's CSR cost information is asymmetric. Comparing information symmetry and asymmetry, it was found that information asymmetry will bring losses to the retailer under the traditional wholesale price contract, but the manufacturer will benefit from it and a two-part tariff contract was further proposed to realize the supply chain coordination.
Although many scholars have studied the problem of cost information asymmetry in different contexts, there are still few modeling studies on the information asymmetry of CSR costs. Moreover, the existing research [12] focuses on the coordination of the manufacturing supply chain. To our best knowledge, there is no article on exploring the contract selection problem of a service supply chain under CSR cost asymmetry. From another perspective, this paper considers the screening contract and the pooling contract and explores the CSR level of the provider, the profit of the supply chain members under the two contracts and the contract selection problem of the integrator in the service supply chain.
Literature Summary
In the literature of sustainable supply chain, though there are many scholars consider the green supply chain from the environmental perspective such as energy efficiency [37, 38] , little research investigates the CSR problems. In summary, the existing literature has two gaps. On the one hand, from the literature of CSR in the supply chain, there are few studies on CSR using modeling methods, and the research considering CSR cost information asymmetry is scarce. At the same time, most of the previous articles are based on the background of the manufacturing supply chain. Few scholars explore CSR from the background of the service supply chain. On the other hand, from the literature on the study of cost information asymmetry, although there are a few articles that study the contract design in the context of CSR cost information asymmetry, they are all realized by designing different contracts, such as two-part tariff contracts, to coordinate the supply chain. There are no articles exploring the impact of the two contract methods of screening and pooling contracts on company decision-making. Therefore, in the context of the service supply chain, this paper has important theoretical significance for studying the impact of different contractual methods when CSR cost information is asymmetric. Based on the literature review, we summarize the differences between our research and the three most related studies (see Table 1 ). 
Information asymmetry
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Model Building

Problem Description
In this paper, we consider a two-stage supply chain consisting of an integrator and a provider, where the integrator is the Stackelberg leader. Similar to Ma et al. [12] , we assume the demand increases linearly with the provider's CSR e and decreases with price. In addition, the demand function is as follows:
where a is market size, b is the price-sensitive parameter, p is the price-sensitive parameter, and k refers to the influence of the provider's CSR e on the demand, a, b, k, e > 0. We assume c is the service cost of the provider, and βe measures the influence of the provider's CSR on the unit marginal cost, where β > 0 is the CSR cost-sensitive parameter. In the market, there are two types of providers, namely, a high-cost provider with β H and a low-cost provider with β L (β H > β L ). This is common knowledge to all the supply chain members. We use the subscript "j" (j = H, L) to represent the high-cost type and the low-cost type, respectively. Thus, we have the provider's cost function, as follows:
c(e j ) = c + β j e j
In the manufacturing supply chain, because the products are tangible, payment is usually paid in the form of unit price multiplied by quantity, which is the wholesale price contract we often say. However, in the service supply chain, services are often intangible, variable, and unmeasurable [39] , so lump-sum payments are a common form in the service industry [7] . For example, the line lump-sum fees paid by the logistics service integrator to the service provider, the consulting fees paid by the company to the consulting company, and the property management fees in the housekeeping service industry. Similar to Li and Li [7] , we assume that the integrator purchases the service capacity from type j provider using a lump-sum payment T j . In this paper, subscripts p and i represent the provider and integrator, respectively. Thus π pj and π ij represent the profits of the type j (j = H, L) provider and the profits of the integrator when he purchases service capacity from the type j (j = H, L) provider. Then, we obtain the profits functions of both parties.
The profit function of the provider is as follows:
The profit function of the integrator is as follows:
where e j , T j and p j are the decision variables. The integrator first determines the contract parameters < e j , T j > based on the provider's participation constraints, then decides the retail price p j according to the contract parameters. The purpose of this paper is to study the impacts of different contractual models on the level of CSR of the provider and the profit of the supply chain members. We establish the following three models: (1) The benchmark model, where the information is symmetrical, that is, the integrator is fully aware of the type of the provider's CSR cost coefficient level; (2) The screening contract model, where integrators use contract combinations to identify different types of providers; and (3) The pooling contract model, where the integrator only provides a single contract and treats all providers the same. In these three models, the benchmark model is established in the case of complete information while the other two models are analyzed in the case of asymmetric information. We use the revelation principle to design contracts and solve the asymmetric information cases. Revelation principle is a fundamental principle in contract design with asymmetric information. It solves the asymmetric information problem through direct incentive-compatibility constraints, based on which the contract parameters that distinguish the types of the providers are determined.
By comparing the two contract models with the benchmark model, the information rent in the two contract cases can be obtained. For the information rent, on the one hand, it can be used as the basis for comparing the efficiency of the cost information of the two types of contract methods. On the other hand, it can also be used as the basis for comparing the profits of integrators and providers under these two contract modes. In this paper, the superscripts I, II and III represent these three scenarios as follows: the benchmark model (information symmetry), the screening contract model and the pooling contract model, respectively.
Benchmark Model (Information Symmetry)
We first solve the optimal contract parameters in the case of information symmetry. Under this case, the integrator knows all the cost information of the provider. We assume that the provider is either the high-cost type with probability δ (0 < δ < 1) or the low-cost type with probability 1 − δ. The sequence of events is as follows: stage 1, the integrator offers a different contract < e j , T j > for each provider type j, j = H, L. Stage 2, the provider decides to accept the contract or not. Stage 3, the integrator decides the retail price according to the contract parameters. We solve the pricing decision in Stage 3 first.
From the integrator's profit function, we have ∂π ij ∂p j = a + ke j − 2bp j , and
Therefore, we set ∂π ij ∂p j = 0 for solving p j (e j ) as follows:
Substituting Equation (3) into Equations (1) and (2), the best respond profit functions of the integrator and provider are obtained as follows:
Respond profit function of provider:
Respond profit function of integrator:
At stage 2, when the provider's profit is greater than its reservation profit, then the contract is accepted. Without loss of generality, we assume that the provider's reservation profit is 0. The problems faced by the integrator in stage 1 can be translated into the following issues:
The objective function in Equation (6) decreases with T j , so we set T j as
. Through the analysis of the objective function, we obtain Corollary 1, as follows: Corollary 1. In the benchmark model, we have the following:
(1) when β L < β H < k 2b , the higher e j is, the higher the profit π I ij is; (2) when β L < k 2b < β H , the higher the e L is, the higher π I iL is, while the π I iH reaches its peak at e I * H = Corollary 1 indicates that when the CSR cost parameter β j of the provider is relatively small (β j < k 2b , j = H, L), the higher the provider's CSR is, the better. This is due to the increase in demand brought about by the CSR improvement, which can completely compensate for the increase in cost. However, when β j is relatively large (β j > k 2b , j = H, L), the cost cannot be compensated completely, so there will be an optimal CSR level which leads to the highest profit.
Next, we shall focus on the case in which the cost coefficient β is large enough so that the condition
Because when β is very small, a higher CSR level will bring greater profits, and companies have the incentive to continuously improve the level of CSR. However, in practice, the consumers' CSR concept has not been popularized, and most consumers are still price-oriented. At the same time, the extensive business model of companies also makes the CSR cost coefficient β relatively high. Thus, it is difficult to compensate for the increase in cost with the increase in demand brought by CSR, which is the third part of Proposition 1. Therefore, in what follows, we focus this situation and give the optimal contract parameters < e j , T j >, retail price and the profits of both parties in Lemma 1.
Lemma 1. In the benchmark model, when k 2b < β L < β H , the optimal contract parameters < e j , T j > are as follows:
The optimal retail price and the profits of the integrator and provider are as follows:
(See proof in Appendix A.2)
As seen from Lemma 1, in the case of symmetry information, the providers only obtain a reservation profit, which is 0. The integrators use the value of the information and the advantages of the leader position to obtain all the profit, so that the providers can only obtain the lowest reservation profit. This corresponds with the common result in incentive theory. Lemma 2 demonstrates that lower service cost is a prerequisite for providers to be socially responsible. When service costs are high, service providers cannot obtain sufficient profits to guarantee the implementation of social responsibility. This is also very consistent with the reality. This article mainly analyzes the situation when a service provider has the ability to provide social responsibility.
Screening Contract Model
In the screening contract model, integrators use incentive compatibility constraints to achieve different types of provider separation. Recall that we assume that the provider is either the high-cost type with probability δ (0 < δ < 1) or the low-cost type with probability 1 − δ. The sequence of events is as follows: In stage 1, the integrator designs a combination of two contracts < (e H , T H ), (e L , T L ) > to ensure that each type of provider gains the most profit when choosing its own type of contract through incentive compatibility constraints. In stage 2, the provider chooses one of these contracts based on its own profit maximization principle. In stage 3, the integrator decides the retail price according to the contract parameters.
In this case, since the decisions of the integrator and provider at stage 2 and 3 have not changed compared with those in the benchmark model, Equations (4) and (5) still apply. Then, the decision at stage 1 can be transformed into the following issue:
where the first two constraints (IR − j), j = H, L are the individual-rationality constraints of the two types of providers, and the last two constraints are the incentive-compatibility constraints (IC − j), j = H, L. The individual-rationality constraints ensure that the provider's profit is equal to or higher than its reservation profit, which we set at 0 in this paper. The incentive-compatibility constraints guarantee that a provider of type i has no incentive to deviate from the corresponding contract.
π pH (e L , T L ) and π pL (e H , T H ) respectively represent the expected profits from the high-cost provider and the low-cost provider when misreporting the type, namely, the expected profit of the high-cost provider (low-cost provider) when he chooses contract < e L , T L > (< e H , T H >). Lemma 3 summarizes the optimal contract parameters, retail price and the profits of both parties.
Lemma 3.
In the screening contract model, the optimal contract parameters < (e I I * H ,
The optimal profits and prices are as follows:
Next, we conduct a sensitivity analysis on the CSR level of the provider and price under the screening contract model, which is summarized in Lemma 4. Lemma 4 analyses the sensitivity of the CSR level and retail price. It is observed that the variation tendency of the provider's CSR level is in line with that of the retail price. This is because the higher the level of CSR, the higher the price integrator needs to pay, so the final adjustment of retail prices is transferred to consumers. For a low-cost provider, its CSR is only affected by their own CSR cost coefficient. In addition, the higher the coefficient, the lower the level of CSR. However, the high-cost provider's CSR is affected by both types of providers' CSR cost coefficients, and the CSR level for the inefficient provider is decreasing in its own cost coefficient and increasing in the other type provider's cost coefficient.
Pooling Contract Model
The pooling contract model means that the integrator has the same contract with all providers. In real life, pooling contracts are widely used to manage the social responsibility of suppliers. In addition to the company, SND Logistics, mentioned earlier, some well-known companies, such as Starbucks, also use a pooling contract to manage the social responsibility of suppliers. In practice, Starbucks requires all coffee bean suppliers to meet the same social responsibility standards through certification, which is known as the Starbucks Coffee and Farmer Equity (CAFE) Practices certification, and they sign the same contract with these suppliers [40] . In addition, from a theoretical point of view, the pooling contract uses less information than the screening contract, which leads to lower efficiency. However, Chen and Lee [40] show that in the context of the specific practice of supplier's social responsibility management, the contract may be more effective in lowering the supplier violation risk. Considering that integrators can only treat the two types of providers with the same contract, there are two options for the integrators: (1) Assume that the market is made up of all low-cost providers and use low-cost provider contracts under information symmetry. (2) Assume that the market is made up of all high-cost providers and use high-cost provider contracts under information symmetry. The integrator needs to ensure that all providers can meet the participation constraints, then we analyze the two options, as follows:
When integrator uses low-cost provider contracts under information symmetry, we have < e I I I * , T I I I * > equals with < e I * L , T I * L >. According to Lemma 1, it can be known that the low-cost type of provider can only obtain a reservation profit of 0 at this time. For the high-cost provider, the profit is as follows: 
When the integrator uses high-cost provider contracts under information symmetry, we have < e I I I * , T I I I * > equals with < e I * H , T I * H >. According to Lemma 1, it can be known that the high-cost type of provider can only obtain a reservation profit of 0 at this time. For the low-cost provider, the profit is as follows: 
From the above analysis, we can see that when integrators choose to provide low-cost type contracts, high-cost providers will withdraw from the market because they cannot make a profit. When the integrator chooses to provide a high-cost type contract, the participation constraints of both types of providers can be satisfied at the same time. Therefore, we propose Lemma 5, as follows: 
The optimal profits and prices are as follows: Unlike the benchmark model and screen contract model, the integrator signs the same contract with both high-and low-cost type providers in pooling contract model. Therefore, the decision variables of integrator e, T and p are the same in the cases of high-and low-cost type in model 3, while they are different in models 1and 2. To make it clearer, we list the optimal decision variables and profits of the providers under the three models in the Table 2 and the profits of the integrator under the three models in the Table 3 . 
Model 2: Screening Contract Model Table 3 . The profits of the integrator under the three models. 
Models Profits of Integrator
Model 1: Benchmark Model
π i I * = δb(β H a−ck) 2 4k(2β H b−k) 2 + (1−δ)b(β L a−ck) 2 4k(2β L b−k)
Discussion
In Section 3, the first major research question in this paper is solved, that is, how to design optimal contract parameters under different contracts. This section mainly answers the other two main research questions in this paper: What are the impacts of different contractual models on the provider's CSR? How do integrators choose the right contract based on the needs of the company and what is the information rent that the integrator needs to pay under the two contracts? In this section, we first compare of provider CSR under the three scenarios to explore the impact of different contractual models on the CSR. Next, this paper compares retail prices and profits under the three scenarios and analyzes the optimal contract choice of the integrator under different circumstances to provide support for decision-making. Finally, we explore information rent under the two contractual models of the screening contract and pooling contract.
Comparison of CSR Level
This section mainly discusses the CSR level of the two types of providers and proposes Proposition 1. We first analyze the CSR of the two types of providers for the same scenario, and then we compare the CSR of the same type of provider under different scenarios. The obtained Proposition 1 is as follows: The first part of Proposition 1 compares the CSR level between the two types of providers in the three scenarios. It can be seen that the CSR level of the high-cost provider and that of the low-cost provider are the same when the pooling contracts are provided. In the other two scenarios, the low-cost provider's CSR level is higher than that of the high-cost provider. This is because in the pooling contract model, the integrator uses the same contract for both types of providers. In the benchmark model, since both types of providers can only obtain a retained profit of 0, at the same profit level, the low-cost provider is more efficient at providing better CSR. In the screening contract, the low-type provider obtains more profits than the high-type, so it has more potential to provide higher social responsibility. Therefore, low-type providers can provide a higher level of social responsibility in both the benchmark model and the screening contract model, The second part of Proposition 1 illustrates that the CSR level is optimal for both high-and low-cost providers in the benchmark model, where information is completely symmetric. However, the distortions of the CSR level in the screening contract and pooling contract are different for these two types of providers. When the integrator provides a screening contract, the CSR level of the low-cost type is as high as that under information symmetry, but the CSR level of the high-cost provider will be lower than that when the information is symmetric. When the integrator provides a pooling contract, the conclusion is just the opposite. The reason for this phenomenon is that when integrators provide pooling contracts, the low-cost provider's competition and information advantage is the greatest. They only need to maintain the same level of social responsibility as the high-cost type to obtain higher profits, so there is no motivation for them to improve CSR.
Comparisons of Price and Profits
This section compares the retail prices and profits of providers under different scenarios. Similar to the analysis of CSR, we first analyze the retail prices and profits of two types of providers for the same scenario, and then we compare the prices and profits in three different scenarios. Proposition 2 and Proposition 3 compare prices and profits, respectively. The first part of Proposition 2 compares the service prices of the high-and low-cost providers under the three scenarios. The services of the high-cost and the low-cost providers are priced the same only when the pooling contract is provided. Under the other two scenarios, the retail price of the low-cost provider's service is higher than that of the high-cost provider. The second part of Proposition 2 compares prices of two types of providers in three different scenarios. Proposition 2 indicates that the variation trend of prices is completely consistent with that of the CSR. This is because when the CSR changes, the lump-sum payment that the integrator gives to the provider will change accordingly. This part of the change will eventually transfer to the consumer through the retail price because the integrator will not bear the cost by itself. We further compare the profits of providers in Proposition 3. 
Information Rent
In the screening contract model and the pooling contract model, the providers all have an information advantage. With the information advantage, the efficient provider can obtain some extra profit, which we call information rent. Information rent is an important indicator to measure the validity of contracts under asymmetric information, and it is the embodiment of information value under the two types of contracts. This section will analyze the information rent under these two contracts proposed in Proposition 4.
Proposition 4.
(1) In a screening contract, the information rent R I I pL is as follows:
In a screening contract, the information rent R I I I pL is as follows:
The first part of Theorem 4 illustrates that under the screening contract, integrators separate the low-cost and high-cost types of providers through the contract menu. As seen from Lemma 3 that the high-cost provider type can only obtain a reservation profit of 0 at this time, and the low-cost provider uses its cost and information advantages to obtain a positive profit, which we call the information rent that the integrators need to pay to ensure that low-cost providers tell the truth. Similar to the case of the screening contract, the second part of Proposition 4 shows that the low-cost provider obtains a part of the profit higher than the reservation profit, and the information rent is paid by the integrator to the efficient provider. Next, Proposition 5 compares the information rents of the two contracts.
Proposition 5.
No matter what the δ is, we always have R I I I pL > R I I pL . That is, the information rent in the case of pooling contract is always larger than that in the case of screening contract.
(See proof in Appendix A.9)
Proposition 5 shows that regardless of the proportion of the two types of providers, the information rent paid by the integrator under the screening contract model is less than that under the pooling contract model. This is because, under the screening contract model, the integrator uses the proportion information of the providers to identify the provider. In the pooling contract, the integrator uses very little information. This conclusion is also consistent with the definition of information rent in the incentive theory.
Numerical Examples
In this section, we interviewed one of the managers in the company, Tianjin SND Logistics, and collected some data for the numerical example to verify the conclusions and obtain more managerial insights.
Data Collection
Tianjin SND Logistics company is one of the top ten logistics companies in Tianjin. It was established in 2007 and has more than 30 branches and 500 employees in China. Tianjin SND is a typical logistics service integrator. They have more than 210 functional logistics service providers and integrate the capacity of 2000 transport trucks and own over 160,000 square meters of warehouse. By integrating logistics service providers, Tianjin SND provides logistics services to a number of well-known multinational companies, such as Procter & Gamble and Siemens [41] . SND has strict management of its provider's level of CSR. When they sign a service contract with a service provider, they will also sign a subcontract to constrain the level of CSR of the provider.
Through a survey, we collected shipping volume data of the line from the Chuzhou, Anhui province to the Lanzhou, Gansu province, which is one of the regular lines that SND serves for Siemens. SND has ten logistics service providers on this line, six of which are relatively large companies. These companies have relatively low costs of providing CSR. The other four are small businesses, and fulfilling CSR is a greater cost burden for them. The total shipping volume of this line in 2017 is 444.
During the interview, we learned that due to the characteristics of the logistics transportation market, the relationship between the shipping volume and the freight rate is not significant. In contrast, with the increase of social responsibility awareness and the potential risks brought by social responsibility scandals, the good social responsibility performance of companies will have a positive impact on the shipping volume. Through some assumptions and collection of raw data, the numerical example data in this paper are shown in Table 4 . 
The Effect of the Service Cost c
During the interview, the manager of SND stated the following: "At present, the social responsibility of the provider is mainly reflected by the service cost. The fluctuation of the service cost of the logistics industry is relatively large. The oil price, high-speed fee and tax policy will directly affect the service cost; when the cost fluctuates, the performance of the providers' CSR varies greatly." Therefore, in the numerical example section, we first discuss the impact of the service cost on CSR and profits.
(1) The effect of the service cost c on CSR According to Lemma 2, this paper mainly analyzes the situation when a service provider has the ability to provide social responsibility, namely, when c < a 2b . Therefore, in the numerical simulation, the value range of the service cost is set as c ∈ (10, 30) . The impacts of service cost on the two types of providers' CSR level are shown in Figure 1 . As seen from Figure 1a ,b, the CSR level of both the low-and high-type providers decreases in service cost. This further shows that as the cost of services continues to increase, the profit margin of the provider is compressed, which leads to the decline of their ability to fulfill their CSR. So maintaining a reasonable profit margin of the provider is a prerequisite for improving its social responsibility. Additionally, Figure 1 also shows that for low-cost providers, the CSR level is the lowest under the pooling contract model. Conversely, for high-cost providers, the CSR level under the screening contract is the lowest. This further validates the conclusion of Proposition 1 in this paper.
According to
(2) The effect of the service cost c on the integrator's profit In Section 4.2, the profits of the providers are compared. However, the integrator's profit cannot be directly analyzed and compared, so it is numerically analyzed through the numerical simulation. Based on the previous parameter assumptions, Figure 2 shows the impact of the service cost on integrator's profits. As seen from Figure 1a ,b, the CSR level of both the low-and high-type providers decreases in service cost. This further shows that as the cost of services continues to increase, the profit margin of the provider is compressed, which leads to the decline of their ability to fulfill their CSR. So maintaining a reasonable profit margin of the provider is a prerequisite for improving its social responsibility. Additionally, Figure 1 also shows that for low-cost providers, the CSR level is the lowest under the pooling contract model. Conversely, for high-cost providers, the CSR level under the screening contract is the lowest. This further validates the conclusion of Proposition 1 in this paper.
(2) The effect of the service cost c on the integrator's profit In Section 4.2, the profits of the providers are compared. However, the integrator's profit cannot be directly analyzed and compared, so it is numerically analyzed through the numerical simulation. Based on the previous parameter assumptions, Figure 2 shows the impact of the service cost on integrator's profits. Figure 2a shows the trend of the integrator's profit with the service cost in the three scenarios. It can be seen that the profit in the information symmetry (benchmark model) is significantly greater than the profits of the other two contract models where the information is asymmetric. This shows that the provider's CSR cost information is of great value to the integrator. To more clearly compare the integrator's profit under two contract models, Figure 2b plots the integrator's profits of these two contract models under the same parameters. It can be seen that in the screening contract model, the integrator's profit is always greater than that of the pooling contract model. This is because the integrator needs to pay higher information rent under the pooling contract model, so the integrator will have a lower profit.
Combined with the analysis of CSR in the previous section, we obtain an important management insight, that is, when profit-oriented, the integrator should choose to provide screening contracts, and when integrators pursue a higher average level of social responsibility, the integrator should choose to provide a pooling contract.
(3) The effect of the service cost c on information rent Based on the previous parameter assumptions, Figure 3 shows the impact of the service cost on information rent. Figure 2a shows the trend of the integrator's profit with the service cost in the three scenarios. It can be seen that the profit in the information symmetry (benchmark model) is significantly greater than the profits of the other two contract models where the information is asymmetric. This shows that the provider's CSR cost information is of great value to the integrator. To more clearly compare the integrator's profit under two contract models, Figure 2b plots the integrator's profits of these two contract models under the same parameters. It can be seen that in the screening contract model, the integrator's profit is always greater than that of the pooling contract model. This is because the integrator needs to pay higher information rent under the pooling contract model, so the integrator will have a lower profit.
(3) The effect of the service cost c on information rent Based on the previous parameter assumptions, Figure 3 shows the impact of the service cost on information rent. Figure 3 indicates that information rent will decrease as the service cost increases. The decrease rate of the pooling contract model is significantly faster than that of the screening contract model. Additionally, Figure 3 also shows that the information rent of the pooling contract model is always higher than that of the screening contract model, which also verifies Proposition 5 of this paper.
The Effect of the Proportion of Provider 
(1) The effect of the proportion of providers  on the integrator's profit In addition to service costs, the proportion of providers can also have a significant impact on integrator's profit. Figure 4a ,b show the trend of integrator profit as the proportion of high-cost providers changes. Figure 3 indicates that information rent will decrease as the service cost increases. The decrease rate of the pooling contract model is significantly faster than that of the screening contract model. Additionally, Figure 3 also shows that the information rent of the pooling contract model is always higher than that of the screening contract model, which also verifies Proposition 5 of this paper.
The Effect of the Proportion of Provider δ
(1) The effect of the proportion of providers δ on the integrator's profit In addition to service costs, the proportion of providers can also have a significant impact on integrator's profit. Similar to Figure 2a , Figure 4a reflects that the integrator's profit in the benchmark model is much larger than the that in the other two types of contracts. Figure 4b provides a clearer comparison of the integrator's profits under the pooling and screening contract models. It can be seen that the profit of the integrator under the screening contract is always greater than the profits under the pooling contract, which verifies the conclusion in Section 5.2. Moreover, the integrator's profit does not change with  with the pooling contract model. However, when the screening contract is provided, the profit of the integrator decreases first and then increases with  .
Conclusion and Management Insights
This paper considers a two-stage service supply chain consisting of an integrator and a provider and studies the optimal contract parameters of the integrator under the three following models: Similar to Figure 2a, Figure 4a reflects that the integrator's profit in the benchmark model is much larger than the that in the other two types of contracts. Figure 4b provides a clearer comparison of the integrator's profits under the pooling and screening contract models. It can be seen that the profit of the integrator under the screening contract is always greater than the profits under the pooling contract, which verifies the conclusion in Section 5.2. Moreover, the integrator's profit does not change with δ with the pooling contract model. However, when the screening contract is provided, the profit of the integrator decreases first and then increases with δ.
This paper considers a two-stage service supply chain consisting of an integrator and a provider and studies the optimal contract parameters of the integrator under the three following models: information symmetry model, screening contract model and pooling contract model. Then, we further study the provider's CSR level, the profits of supply chain members and the information value of CSR costs under the different models to support the decision-making of enterprises.
The main conclusions are summarized as follows: (1) Similar with Ma et al.'s research [12] , we find the provider's CSR level is closely related to its service cost and CSR cost coefficient. When the provider's service cost is high, the provider will refuse to fulfill their social responsibility and may even harm the interests of stakeholders to ensure the survival of the company. At the same time, when the CSR cost coefficient is small, the provider has the incentive to continuously improve the level of social responsibility, and vice versa. (2) Screening contracts and pooling contracts have different effects on the CSR level of different types of providers. For low-cost providers, the CSR level is higher when the integrator provides the screening contract. Conversely, for the high-cost provider, the CSR level is the lowest when a screening contract is provided. This conclusion enriches the findings of previous literatures which only consider the traditional revenue sharing or the two-part tariff contracts [12, 19] . (3) For integrators, the information rent paid under the screening contract is less than that under the pooling contract. In addition, through numerical simulation, we know that in the case of symmetrical information, the integrator's profit is the highest, followed by the profit in the screening contract model. In the screening contract model, the profit at this time is first decreased than increased with the proportion of the high-cost type provider δ.
Based on the above conclusions, we gain the following management implications. First, when the provider's service and CSR costs are high, to ensure the provider's CSR level, integrators should not force to lower prices to make sure the provider has the ability to fulfill their CSR, and they need to design a contract to restrict the behavior of the provider. For example, in China's logistics service industry, due to the pressure of taxation and high-speed fees, the service cost of the provider is high, and the incentive of the provider to actively raise the CSR level is insufficient. Therefore, the contractual constraints of the integrator are especially important. This conclusion is also suitable for tourism and platform-centric service supply chains. Second, for integrators, the development orientation of the company should be determined before choosing the contract. If the company pursues profit maximization, he should choose to provide the screening contract. When the integrator needs to ensure a higher average level of social responsibility, the pooling contract should be chosen. Finally, obtaining the provider's CSR cost information can greatly increase the profit of the integrator. Therefore, the integrator should eliminate the influence of information asymmetry by establishing a closer strategic partnership with the provider.
Several limitations of this paper merit further research. First, under information asymmetry, this paper only considers the comparison of two different contract models. The next research can expand the contract type, such as including the traditional wholesale price contract and the two-part tariff contract. Second, this paper only considers the two-stage supply chain. The CSR of the providers in the multistage supply chain is also worthy of further discussion. Finally, the platform economy is gradually emerging. In the context of the platform-based service supply chain, it will be interesting to study how the platform regulates the social responsibility from the perspective of both supply and demand. 
Substituting T I I
H and T I I L into the objective function of Equation (10), we obtain the profit of integrator as follows: 
Substituting the above optimal solutions into T I I H , T I I i and π I I i , then we obtain the optimal T I I * H , T I I * i and π I I * i , as shown in Equations (13) and (14) . Then, substituting them into Equations (1) and (3), and obtain the prices and profits of two types of providers as follows: 2 > 0 and δ < 1, so we can obtain e I * H > e I I * H , and from Table 2 (1) Proof of the first part of Proposition 3: the comparison can be obtained directly in Table 2 , so we have π I * pL = π I * pH = 0, π I I * pL > π I I * pH = 0, π I I I * pL > π I I I * pH = 0. (2) Proof of the second part of Proposition 3: because π I * pH = π I I * pH = π I I I * pH = 0,π I * pL = 0, and π I I * pL = R I I pL ,π I I I * pL = R I I I pL . According to Proposition 5, we have R I I pL < R I I I pL , so π I * pL < π I I * pL < π I I I * pL . Thus, we complete the proof of Proposition 3.
Appendix A.9 Proof of Proposition 5
Based on Proposition 4, we know the following: We know that when δ = 1, R I I pL = R I I I pL . In addition, then we take the first derivative of R I I pL with respect to δ and obtain
3 > 0. Because δ < 1, we have R I I pL < R I I I pL . Thus, we complete the proof of Proposition 5.
